
 

 

 

Job Title: Business Development Manager   
 

Division: Business Development  
 

Location/Office: Vilvoorde 
 

Reporting to: Country Manager 

 
 

 
Primary Objective of this position: 

Development and conduction of sales action plans in view of acquiring new customers, 

identifying potential greenfield or brownfield sites for new developments and taking 

responsibility for the entire due diligence and project management. 

 
Accountabilities & duties 

 Actively and successfully manage the entire sales process (lead generations, 

client proposals, profitability analysis, respond to client queries, solution pitch, 

negotiations, completion of contracts), in close collaboration with different support 

departments e.g. technical department, legal department. 

 Driving the logistics real estate projects that are signed to completion in 

close collaboration with the technical team and including the financial 

follow up. 

 Proactively identify prospective and previously untapped business 

opportunities to canvass, and respond to inbound enquiries. 

 Deepening of current client relationships and extension of business networks. 

 Search for acquisition or joint venture opportunities. 

 Negotiation and conclusion of lease contracts at a high level. 

 Demonstrate supply chain know-how and a sound understanding of the semi-

industrial real estate development process from thought to finish, including design, 

development, construction and leasing of warehouses to customers. 

 Carry out market research on competitors, customers and market trends. 
 Identify potential sites for new development throughout Belgium. Conduct due 

diligence, manage acquisitions process and negotiate purchase or option agreements 
with landlords. 

 
 

 



 

 

Relationships 

External 

The Development manager must be able to build up a relationship and negotiate with people 

from different sectors and on different levels (managers, CTO’s, CFO’s, CEO’s). 

 Potential clients and existing clients 

 Potential investors 

 Developers and landowners 

 Governmental bodies and institutions 

 Real estate agents 

 General contractors  

Internal 

 Providing regular progress follow-up and reporting to the Country Manager. 
 

 Colleagues in the other countries in order to exchange information on 

business opportunities and project management 

 
Skills, Knowledge and Experience: 

 Hold a University degree (e.g. commercial engineering, civil engineer), 

preferably with an additional MBA. 

 Demonstrate a good technical knowledge and project management capabilities 

in construction business. Preferably in the industrial buildings sector. 

 Fluent in English (written and verbal) as well as native language(s). 

 Demonstrate a successful business development track record in a B2B context, 

preferably within the real estate sector, project management or within 

logistics/retail sector. An experience of at least 5 years is required. 

 Mature, credible, and comfortable in dealing with senior big company executives. 
 Reliable, tolerant, and determined. Confident negotiator and ability to ‘close the deal’. 
 Able to provide solutions to complex problems and to manage complex relationships 

and transactions. 

 Ability to work well under pressure, prioritize work schedule, respond 

professionally to and meet tight deadlines. 

 Results-oriented with a positive outlook and a clear focus on high quality and 

business profit. 

 A positive and determined approach to researching and analysing new  

business opportunities. 

 Strong communication skills in all forms including written, oral, email, telephone, 

and presentation. 

 Driven and can-do mentality 

 Teamplayer 



 

 Pro-active thinking, hands-on 

 Eye for detail 


